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What Are ElderCare/PrimePlus
Services and Why Should I Get
Involved?
By Phillip G. Sanders, CPA

ElderCare/PrimePlus Services, as defined by the AICPA's ElderCare/PrimePlus Task Force, is a
unique and customizable package of professional services offered by certified public accountants to
help older Americans maintain for as long as possible their lifestyle and financial independence.
Practitioners who offer ElderCare/PrimePlus services not only expand their firm's scope of
services and increase the revenue from their existing clients, but they also attract and retain
new clients who are struggling with eldercare-related issues. ElderCare/PrimePlus services
offer CPAs the unique opportunity to build upon their long-standing reputation for independence,
objectivity, and integrity.

A Big and Burgeoning Market for CPAs
According to U.S. Census Bureau projections, the senior population will more than double
between now and the year 2050, to 80 million. By that year, as many as one in five Americans
could be considered "older adults." Most of this growth should occur between 2010 and 2030,
during which the number of older adults will increase by an average of 2.8 percent annually.
In fact, one American worker will turn 55 every seven seconds for the next 20 years.
There are basically three primary markets for ElderCare/PrimePlus services:

• Older clients of the practitioner who have the financial resources to avail
themselves of the services

• The children of older adults (client or nonclient) who have the resources and
interest to see that their loved ones are cared for
• Other professionals who deal with older adults — lawyers, healthcare
professionals, and others

This expanding segment of our population requires financial services as well as care and
assistance in living in their own homes or in institutional care homes. It is often difficult for
adult children to provide this care and assistance due to various reasons, including time
constraints and geographic distances between them and their parents or other relatives.
In addition, governmental agencies generally do not provide care and assistance needed by
older adults, as it is not the role of government to fulfill those responsibilities.
As a CPA, you are ideally suited to provide ElderCare/PrimePlus Services, and in fact some
CPAs are already providing some part of this service. Your training in bringing independence and
objectivity to problems is a tremendous asset.

Continued on page 3
AWARDS FOR
PUBLICATION EXCELLENCE

TRENDWATCH
Will future services include "life planning"?
According to author Bob Veres, the financial
planning profession is entering a new phase
of development in which life planning—
defined as financial planning offered in a new,
more customized way—will become a "topof-the-menu" service, because people are
increasingly looking toward fulfillment as
their life goal, rather than simply accumulating
enough money. In addition, Veres believes
that American society is moving past the
idea of traditional retirement, so that traditional
retirement planning services will need to
evolve as well.

www.investmentadvisor.com/show_article.asp?
mid= 1579

Rethinking key-person life insurance. In the
wake of the Sarbanes-Oxley Act of 2002,
insurers are making a case for covering chief
financial officers (CFOs) with key-person
policies. On the other hand, cash-strapped
corporate budgets and new tax regulations
are causing companies to rethink how they
insure executives.
Many companies forego key-person life insur
ance, contending that prudent succession
planning obviates the need for the insurance.

Vendors of key-person life insurance policies
maintain companies are wrong about this.
They note the policies' wide-ranging utility,
relative inexpensiveness (costs are based
on standard actuarial tables), and tax-free
benefits. Moreover, they point out that the
insurance payout from the policy not only
defrays the costs of replacing an executive,
but also can finance employee-benefit
obligations and absorb financial strains
caused by a key executive's death, from an
impaired credit rating to lost customers.

And given the new responsibilities bestowed
upon them since the Sarbanes-Oxley Act was
passed, some are convinced that policies for
CFOs will be a major new market. "Key-person
life insurance on a CFO makes sense today,"
says Robert Hartwig, chief economist at the
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New York-based Insurance Information
Institute. "CFOs' reputations and potential
freedom are at stake in the wake of
Sarbanes-Oxley. Consequently, companies
will seek higher-quality CFOs — individuals
whose integrity is unimpeachable and whose
skills are broad. These CFOs would be more
costly to replace in the event something
happened to them."
Still, key-person life insurance promises to
be a tough sell. Many public companies are
loath to buy insurance that pays a large sum
of money when an executive dies. Further,
key-person has been partially eclipsed in
recent years by the insurance industry's push
toward corporate-owned life insurance (COLI)
policies, which covers the entire rank and
file, not just key executives.

Russ Banham, CFO Magazine, March 1, 2003

1. Maintaining and increasing client contact

2. Educating clients
3. Listening to clients
4. Developing a marketing plan
5. Rethinking client mix and fee structure
(for example, establishing minimum fee,
identifying unprofitable clients)

6. Upgrading technology, including move
to paperless work environment

7. Taking time off
The complete list is a long treasure trove of
ideas about best practices. The complete
survey results and analysis can be found at
http://www. advisorproducts.com/iasurvey/.

www. principal. com/about/news/
collegedebt031303.htm ●

Regulators Expect Financial Planners to
Implement Disaster Recovery Plans.
According to Financial Planning interactive,
the National Association of Securities Dealers
(NASD) and the Securities and Exchange
Commission (SEC) have begun sending out
audit deficiency letters to broker-dealers and
investment advisers that lack adequate disaster
recovery plans. A NASD rule governing
"business continuity plans" for broker-dealers
could be in place this year. An SEC rule for
investment advisers is expected to come
later. To learn more about the SEC proposal,
go to http://www.fincialplanning.com/pubs/
fpi/20030404100.html.

The Single Best Thing I Did For My Business
This Year...To find out how independent
advisers are faring, Advisor Products Inc.
surveyed its 700 clients on April 10, 2003,
and Investment Advisor magazine on April 14
sent a link to the survey to 35,000 advisers
who subscribe to its e-mail newsletter, First
Look. More than 1,100 advisers responded.
The survey asked advisers to complete the
sentence: "The single best thing I did for my
business this year was:." Some of
the most frequent responses included:

PLANNER, July-August 2003, Volume
18, Number 2. Publication and editorial
office: AICPA, Harborside Financial
Center, 201 Plaza Three, Jersey City, NJ
07311-3881. Copyright © 2003,
American Institute of Certified Public
Accountants, Inc. Opinions of authors
and the AICPA staff are their own and do
not necessarily reflect policies of the
Institute or the Personal Financial
Planning Division.

Gerri Chanel, CPA
Editor
For questions or assistance with your
PFP Section Membership, please
contact pfp@aicpa.org or call 1-212596-6211.

Continued from page 1

Competition

8. Income tax planning and preparation

Competition in the provision of ElderCare/
PrimePlus services does exist; however, the
competition typically comes from traditional
service providers, such as home health care
agencies, welfare agencies, geriatric specialists,
trust officers, and lawyers. The bottom line
is that currently, no one group "owns" the
ElderCare/PrimePlus market, and therefore
there is a huge opportunity for CPAs to gain
an inroad into this growing and potentially
profitable field.

9. Gift tax return preparation

10. Evaluating investments and trust activity
11. Portfolio management

Phillip G. Sanders, CPA,

12. Risk management and insurance planning.

is president of Georgia Eldercare

Advisors, LLC, in Atlanta, and a member
Nonfinancial Services

of the AICPA ElderCare/PrimePlus

1. Planning ElderCare/PrimePlus

Task Force. He can be reached at

2. Providing lifestyle management services

(770) 804-6400 or by e-mail at

3. Coordinating support and healthcare services

The Specifics

psanders@georgiaeldercare.com

4. Functioning as the "quarterback" or as a
So what exactly constitutes CPA
ElderCare/PrimePlus services?

ElderCare/PrimePlus services can involve two
kinds of services. Financial Services include
the financial requirements, such as statistical
analysis; goal setting; funding analysis; cost
management and needs assessments.
Nonfinancial Services include the services
requirements, such as interpersonal and
relationship management, and the interaction
of service providers with the client.

Listed here are some of the financial and
nonfinancial services that are offered under
the ElderCare/PrimePlus umbrella.
Financial Services

1. Planning for fiduciary needs

2. Evaluating financing options
3. Receiving, depositing, and accounting
for client receipts

member of the ElderCare/PrimePlus team,
which consist of healthcare, legal, and
other professionals

5. Helping family members monitor the
elder's care

According

6. Communicating family expectations to
care providers

to U.S. Census

Bureau projec

7. Establishing, in concert with the family,
appropriate standards of care

tions, the senior

population

8. Establishing performance monitoring
systems

will more than

9. Providing other ElderCare/PrimePlus

double between

consulting services, about which the
CPA is competent

now and the

The bottom line is that the services included
in each individual ElderCare/PrimePlus
engagement will be based on the needs and
wants of each ElderCare/PrimePlus client as
well as the skill set of the ElderCare/PrimePlus
practitioner. ●

year 2050,
to 80 million.

4. Ensuring that expected revenues are
received

5. Submitting claims to insurance
companies

6. Protecting the elderly from predators
7. Estate planning

Personal

Financial

Planning

Section

When Is a Financial Planner an
Investment Fiduciary?
Donald B. Trone
is the president of the Foundation for
Fiduciary Studies, director of the

Center for Fiduciary Studies, which
operates in association with the

University of Pittsburgh's Katz
Graduate School of Business, and

CEO of investmgt. He is the coauthor

of Procedural Prudence and The

Management of Investment Decisions

(McGraw-Hill Publishing), both
of which are used in numerous

professional certification programs.
He can be reached at (413) 390-5080
or at don@ffstudies.org.

This article expresses the author's

views and does not necessarily
reflect those of the AICPA or the

Personal Financial Planning Division.

How to Identify When Fiduciary
Responsibility and Its Standards
Apply to Your Work
By Donald B. Trone
The issue of identifying when a financial
planner is an investment fiduciary is a critical
question that has become even more acute
as the country seeks ways to restore the
confidence of investors and retirement plan
participants. One area, in particular, that is
receiving considerable attention concerns the
roles and responsibilities of the investment
fiduciary.
At the risk of oversimplifying a complex
subject, an investment fiduciary generally is
defined as a person who has the responsibility
for managing someone else's assets. If one
accepts the premise that a large majority of
financial planners provide investment advice,
when might a financial planner be considered
an investment fiduciary?
In an attempt to answer the question, we
should first qualify and refine the previously
stated general definition of an investment
fiduciary to make it more industry-specific:
A financial planner may be considered an invest
ment fiduciary when the financial planner pro
vides comprehensive and continuous investment
advice. The advantage of this industry-specific
definition is that it applies whether the financial
planner (1) is a registered representative or
a registered investment adviser, (2) is commission
and/or fee-based, and (3) is operating with or
without client discretion. However, as simple
and as straightforward as this definition
may appear, the determination of fiduciary
status is still very difficult, and ultimately is
decided by the courts or arbitration boards
that review the facts and circumstances of
each situation. A financial planner may be
deemed an investment fiduciary with one
client, but not with another. Following are
several examples.

Example one. A client has several different
brokers and money managers, as well as a
portfolio of stocks and bonds that the client
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has managed on her own. The client asks the
financial planner to review her existing portfolio
of stocks and bonds and to make recommen
dations about which securities are no longer
appropriate and should be sold. The financial
planner uses several different rating agencies
to evaluate the portfolio and makes several
suggested "sell" recommendations, which the
client accepts.

Question: Is it likely the financial planner will

be considered an investment fiduciary in this
example?
Answer: Probably not. The financial planner
did not develop a comprehensive investment
strategy that reviewed and included all of the
client's investment holdings (the services
were not comprehensive). It also is implied
that the investment review was a one-time or
occasional request, and was not an ongoing
service provided by the planner (the invest
ment advice was not continuous).

Example two. A client sells his business for
a sizable fortune and, for the first time, has
considerable investable assets to manage. He
turns to his financial planner for assistance.
The financial planner develops an asset alloca
tion study; prepares an investment policy
statement; implements the investment strategy
with appropriate money managers and mutual
funds; and, on a periodic basis, provides
performance reports showing how the client
is progressing toward meeting his goals.
Question: Is it likely that the financial planner
will be considered an investment fiduciary in
this example?
Answer: Very likely. The investment advice is
comprehensive and continuous.

Example Three: A financial planner is hired
by a 401(k) investment committee to provide
specific investment advice to the plan's
participants. The planner meets with each
participant and shows the participant several
different asset allocation models. The partici
pant selects the model that best meets the
participant's risk/return profile. The planner
then suggests a mutual fund from among the

plan's investment options to implement each
asset class in the model. The planner and par
ticipant agree to periodically meet to review
the participant's investment performance.

Question: Is it likely that the financial planner

will be considered an investment fiduciary in
this example?
Answer: Maybe, and in fairness, this example
is included as a trick question. This is a
difficult question to answer today, but the
ambiguity is likely to be resolved by Congress
in the foreseeable future. Several pension
reform bills are being debated. One theme that
runs through each of the bills is a provision
under which plan sponsors would be encouraged
to hire investment advisers to provide specific
investment advice to plan participants; the
scenario outlined in the example above. The
explicit or implicit caveat associated with each
of the bills is that the advice provider will
be considered an investment fiduciary, and
the advice provided must meet a fiduciary
standard of care.
The specific industry challenge is to clearly
identify the demarcation between executing
a brokered transaction and investment advice.
The compliance regulations and suitability
standards of the National Association of
Securities Dealers and various market
exchanges adequately address the practices
associated with the selling of an investment
product and/or the execution of a brokered
transaction. But when the investor is provided
comprehensive and continuous investment
advice, a higher standard of care is justified
and warranted — specifically, a fiduciary
standard of care.

Not an Easy Determination
It is worth repeating an earlier statement:
The courts and arbitration boards ultimately
determine whether or not the financial planner
is a fiduciary. Service agreements and
contracts that state the financial planner is
not assuming fiduciary responsibility may
provide some relief and defense. However,
in certain situations, such as when the financial
planner is providing investment advice to a
qualified retirement plan, fiduciary status will

be difficult, if not impossible, to shed.

While the determination of fiduciary status is
the first challenge, the second is to identify
the practices that define the details of an
investment process that meet a fiduciary
standard of care. The investment fiduciary
has the important duty to manage a prudent
investment process, without which the com
ponents of an investment strategy cannot be
defined, implemented, or evaluated. A critical
concept for the financial planner to understand
is that fiduciary conduct is not evaluated, and
fiduciary liability is not determined by invest
ment performance, but rather by whether a
prudent investment process was followed.
Statutes, case law, and regulatory opinion let
ters dealing with investment fiduciary responsi
bility provide a good outline of the fiduciary's
roles and responsibilities. However, we're
still missing the details on the practices that
constitute a prudent investment process.

For example, we have yet to reach an industry
consensus about whether the fiduciary
should prepare a written investment policy
statement, let alone the minimum content.
The Foundation for Fiduciary Studies has
attempted to fill this breech by identifying the
practices that define the details of a prudent
process for investment fiduciaries. To date, 27
practices have been identified, each of which
is substantiated by legislation, case law,
and/or regulatory opinion letters. The practices
address the procedures for (1) analyzing a
client's current investment position, (2) diver
sifying the client's portfolio, (3) preparing an
investment policy statement, (4) implementing
an investment strategy, and (5) monitoring the
investment strategy. The practices are inten
tionally written to be equally applicable to
investment committee members, trustees, and
investment advisers. (The practices can be
reviewed and critiqued at the Foundation's
Web site, www.ffstudies.org.)

In Summary
The pension and investment reform initiatives
have the same primary objective: The restora
tion of investor and retirement plan participant
confidence. Meaningful reform will have to

Continued on page 6
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Prudent Investment
Practices: A Handbook for
Investment Fiduciaries
A New Resource for Advisers
The AICPA and the Foundation for Fiduciary Studies have jointly developed a
comprehensive handbook designed to promote prudent investment practices
for the more than five million investment fiduciaries in the United States who
oversee trillions of dollars in assets, including members of investment com
mittees of retirement plans, foundations, and endowments; trustees of private
trusts; and investment advisers.

Prudent Investment Practices: A Handbook for Investment Fiduciaries (the
Handbook) covers 27 practices culled from federal and state legislation,
regulatory opinion letters, and relevant case law. The handbook is intended as
a reference guide targeted at knowledgeable investment decision makers such
as CPA financial planners and CPA personal financial specialists (CPA/PFS), as
well as CPAs serving in business and industry as trustees and/or members of
investment committees. ●

UNIFORM FIDUCIARY STANDARDS OF CARE
1. Know standards, laws, and trust provisions

2. Diversify assets to specific risk/return profile of client
3. Prepare investment policy statement
4. Use "prudent experts" — money managers —
and document due diligence
5. Control and account for investment expenses
6. Monitor money managers and service vendors

7. Avoid conflicts of interest and prohibited transactions

Benefits of the Handbook
• Fiduciaries will to be able to document their
investment practices.
• A review of the practices may improve communica
tions among all parties involved in the investment
process.
• For most fiduciaries the incorporation of the
practices may increase long-term investment
performance by:
1. Identifying fees across the entire investment
management program that can be reduced.

2. Aiding in the selection of more appropriate
managers.
3. Terminating inappropriate managers.

• A review of the practices may uncover investment
or procedural risks not previously identified and/or
understood by the fiduciary.
• A review of the practices may help determine
whether the fiduciary has met applicable safe harbor
provisions.

• Incorporation of the practices may help establish the
evidence of stewardship for fiduciaries that are held
to a higher level of public or private scrutiny.

• A review of the practices provides fiduciaries with
an excellent educational forum to insure that all
involved parties are familiar with their duties and
responsibilities.
• A review of the practices may uncover more appro
priate procedures, pricing venues, and investment
vehicles for fiduciaries that have experienced a large
increase in assets.

• A review of the practices may enable fiduciaries to
compare their practices and procedures to those of
their peers.
Continued from page 5
When Is a Financial Planner an Investment
Fiduciary?

include the professionals who are ulti
mately responsible for the prudent
management of investment decisions
— the investment fiduciaries.
Financial planners that provide invest
ment advice should review the servic
es they are providing to determine
whether the planner could be consid

ered to have fiduciary responsibility
for the management of their clients'
investment decisions. ●
Copyright © 2003 Foundation for Fiduciary
Studies. All rights reserved. Reprinted with
permission.
The authors of this article are not attor

neys, and are not rendering legal advice.
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• A review of the practices may disclose procedural
omissions or shortcomings, which may assist the
fiduciary in prioritizing investment management
projects.

• A review of the practices may establish bench
marks to help measure the progress of an invest
ment committee (or consultant).

• Resource Guide — an extensive directory
of AICPA products and also of useful Web
sites for the CPA financial planner

In early June 2003, PFP members were
mailed the PFP Library on CD-ROM. This
library contains the most popular features
of the PFP Practice Handbook as well as
useful PFP Practice Guides and other
resources. Here are some highlights of
the new PFP Library:

• Assurance Services Alert CPA ElderCare
Services — 2002 — a useful introduction
to some of the hottest issues of interest to
those who provide planning or other services
to older adults

• The Guide to Cash Flow Planning

• The Guide to Communicating the Results of
PFP Engagements
• Statements on Responsibilities in PFP
Practice-the most recent version of these
statements
• Downloadable documents (Word files) —
direct access to the most useful editable
files from all of the Guides

• PFP-related articles in The Planner and
Journal of Accountancy

• Client brochure "Do I Need Personal
Financial Planning?" — you can take
this CD to a local printer who can print
professional four-color brochures that you
can use in your reception area, or as part of
a direct mail campaign in your local market.
The brochure provides room on the back,
so the printer can insert your firm logo, firm
name and address.
If you have not yet received your gratis
copy of the PFP Library on CD-ROM, please
contact us at (212) 596-6211 or write us at
pfp@aicpa.org. ●

• NEFE Disaster Relief Guide and tools you
can use to communicate about this national
initiative in your local market

I

The AICPA has developed the CAT to help CPAs
with their development plans and career choices.
The CAT is accessible at www.cpa2biz.com/cat.
Currently, CAT has six competency models
(Business 8 Industry/New Finance, Audit,
Government, Fraud Prevention, Detection, and
Investigation, Personal Financial Planning, and
ElderCare/PrimePlus). The models are all based
on the following common framework:
• Four categories of competencies: personal
attributes, leadership qualities, broad busi
ness perspective, and functional specialty.

Please be sure that you will receive
all your PFP Membership Section
benefits by verifying that your
member profile reflects your correct
mailing address and your e-mail
address. If you wish to check or
update your member profile, please
visit www.aicpa.org/anon/login.asp.

How can you tell if your information
is correct? You should have recently
received, by mail, the new PFP
Library on CD-ROM. Also, if your
e-mail address on file is correct, you
should have recently received the
June PFP Pointer.
For questions about your subscrip
tion to the Planner or other questions
about your PFP Membership Section
benefits, please contact the AICPA
at pfp@aicpa.org or leave us a
voicemail at (212) 596-6211.

AICPA Competency
Self-Assessment Tool
The AICPA Competency Self-Assessment Tool
(CAT) is a computerized process that can guide
you through a self-assessment of your profi
ciency levels in certain competencies. Based
upon the self-assessment, you can then select
learning activities (for example, courses,
books, conferences, and experiences) for
your professional development.

Is Your Member
Profile Current?

• Three levels of proficiency: none to basic,
intermediate, and advanced.
• Position profiles, which are specific to
each model and range from entry level to
senior positions.

After you have completed the self-assessment,
you can review your "gap analysis report," a
graphical report showing you where you
scored in relation to the position profile you
have selected. Then, you can select the
competencies you want to develop and
choose the learning opportunities to develop
those competencies.
Please send any comments on the AICPA
Competency Self-Assessment Tool (CAT) to
Kayla Briggs at (212) 596-6125 or contact
comptool@aicpa.org. ●
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A Conference Message From the
ElderCare/Prime Plus Task Force
2003 AICPA
ElderCare/
PrimePlus
Services
Conference
September 22-23, 2003
The Ritz-Carlton Hotel,
Phoenix, Arizona

Pre-conference Workshop on
Sunday, September 21
Recommended CPE:

16 hours (main), up to 8 (optional)

From George A. Lewis, CPA and Chair,
ElderCare/PrimePlus Task Force
Over the next 20 years, one American will
turn 55 every seven seconds. And with the
"aging of America," the services offered by
CPAs will have to change to accommodate
the requirements of their clients. Yet today
many practitioners have not developed the
skills necessary to deal with the problems
and challenges faced by their aging clients.

The AICPA ElderCare/PrimePlus Conference
will be held September 22 and 23 at the
Ritz-Carlton in Phoenix. At the conference,
speakers will address many of the issues
that CPAs will have to face when dealing
with elderly clients. Topics will include how
to market ElderCare/PrimePlus services and
how to develop an ElderCare/PrimePlus
practice within your own firm. Other speakers

will address some of the issues specific to
the elderly, such as explaining Social
Security benefits, describing typical scams
directed to the elderly, and giving information
on how to recognize common age-related
changes and dementia in aging clients.

Ample opportunity will be given throughout
the conference for practitioners to meet
fellow practitioners and to discuss, through
case studies, actions they would take in
certain age-related situations. Discussion
groups and social activities will allow practi
tioners from various parts of the country to
find out what other practitioners are doing
to develop and manage ElderCare/PrimePlus
practices.

Call (888) 777-7077 or go to
www. cpa2biz. com/conferences
to register or for more information. •
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